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How to Plan a More Effective Sales Meeting, March, page 8 

What Form Should Your Business Take, Melvin H. Daskal, M.B.A.,C.P.A., 
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May, page 10 

Part III: What Form Should Your Business Take? The Corporation’s Fringe 
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Book Review: Getting Going as an Agent, Juiy, page 13 
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Sales Effort, August, page 18 


Are Your Goals Scoring?, Robert D. Campbell, October, page 21 
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At Byron Ellis Agency, in Des Plaines, Ill., the Accent’s on Service and 
Information, February, page 8 
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May, page 6 

New Jersey’s TMC Agency Puts the POP into Audio Sales, June, page 14 
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at the age of 25, November, page 4 
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Angeles, December, page 4 
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Split Commissions, February, page 14 

Something’s Wrong With the Old Marketing Formula, Henry Holtzman, 
March, page 12 

‘Implied in This Relationship,”” Thomas G. Armstrong, March, page 14 
“Inherent in This Relationship,”” Thomas G. Armstrong, April, page 18 
How to Find Manufacturers’ Agents and Agency Salesmen, May, page 16 
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Relationship, Thomas G. Armstrong, May, page 22 


The Role of the Agent in the Tile Industry, Leonard H. Shockley, July, page 11 
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How America’s Mid-Sized and Compact Cars Measure Up, January, page 6 
MANA Tests the X, January, page 8 

Controlling Automobile Costs, January, page 9 

Curing Car-itis, January, page 10 

Key to Car Efficiency: Monitoring Miles Per Gallon, January, page 12 
Propane: An Alternative to High Price Gas?, May, page 8 

The Proposed Standby Gas Rationing Plan: How It Would Work for Agents, 
August, page 8 

Statement of MANA Submitted to the House Energy and Power Subcom- 
mittee Holding Hearings on the Standby Gasoline Rationing Plan, August, 
page li 

Diesel Cars: How They’re Viewed by Fleet Owners, December, page 19 


BUSINESS - GENERAL 


Inflation: Its Causes and Very Difficult Cures, Haig Babian, June, page 15 


High Interest Rates and Inflation, June, page 25 
How Agents are Finding the Economy, July, page 4 
The American Dream Faces Bankruptcy, W.L. Walley, November, page 18 
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The Mobile Telephone: It helps Joe Greenslade Cut the Cord with His Office 
and Makes Him More Productive, Joe Greenslade, February, page 12 
Reach Out and Touch Someone —for Less, October, page 4 

Alternate Long Distance Access Areas for Selected U.S. Cities, October, 
page 7 

Agent Experience with the New Private Communication Services; It’s Mosti, 
Good, October, page 8 


The Best Customer Connection: A Sales Hotline, Henry Holtzman, October, 


page 12 
Messages About the Medium, October, page 15 


FINANCE 
How to Plan for the Cash Requirements of Your Business, Joseph Arkin, 
C.P.A., October, page 18 


Planning for the Coming Economic Expansion, C. Louis Hohenstein, Decem- 
ber, page 10 


GOVERNMENT AFFAIRS 


Legislative Council: Strength Through Alliance, February, page 10 
Small Business Legislative Council: It Effectively Turns ‘‘Catch-Up’”’ 
Growth Policy Into Action, March, page 16 


National Small Business Association: Now You Can Help, April, page 16 


Legislative Council Gives Positions on 15 Important Small Business Issues, 
June, page 12 


**Salesman’s Protection’? Act: Narrow Interest Legislation That Would Im- 
pact on All Agents, Bruce P. Anderson, July, page 16 
Legislative Update, July, page 18 


The Proposed Standby Gas Rationing Plan: How It Would Work for Agents, 
August, page 8 

Statement of MANA Submitted to the House Energy and Power Subcom- 
mittee Holding Hearings on the Standby Gasoline Rationing Plan, August, 
page 11 


INTERNATIONAL TRADE 
International Agents Meet In Paris, April, page 9 


LEGAL MATTERS 

The Bankruptcy Act: How It Will Affect You, Alvin C. Greenwald, January, 
page 20 

Your Rights in Cancelling Room Reservations, March, page 21 


When You Sell Your Business, You May Have Sold Your Name Along With 
It, June, page 9 


Sales Agent’s Personal Residence Was His Tax Home, December, page 20 


MARKETING 

MANA Takes to the Road with Exhibit Program, February, page 18 
Bea*Con Sheds Light on How to Stage an Agency Trade Show, February, 
page 4 

Something’s Wrong With the Old Marketing Formula, Henry Holtzman, 
March, page 12 

When Your Price Goes Up: Some Strategies to Keep Buyers From Bailing 
Out, April, page 8 

Two-Tiered Marketing: New Life For an Old Idea,Henry Holtzman, April, 
page 20 

Pioneering New Products, Dorothy McMillan, August, page 4 

Five Reasons Why You Should Keep Advertising, September, page 18 


MANUFACTURER PROFILES 
Fel-Pro’s Dual Sales Controls, January, page 14 


How Owens-Corning Selects and Works With Manufacturers’ Agents, 
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Casting Success in Cement, June, page 4 


Sterling Faucet Company Plugs a Sales Leak with Manufacturers’ Agents, 
Charles Horton, September, page 10 


Plant Visitation: Remmele Does It Right, November, page 24 


SALES/SALES TRAINING 

Overcoming Postponement, Henry Holtzman, January, page 16 

When Your Price Goes Up: Some Strategies to Keep Buyers From Bailing 
Out, April, page 8 

Add Clout to Your Close, May, page 9 

Your Key to More Sales, Henry Holtzman, May, page 13 

Fifty Summer Sales Idea Stimulators, William J. Tobin, June, page 16 
Ten Ways to Lose Accounts with Poor Service, Henry Holtzman, June, page 22 
The Difference Makes the Sale, June, page 23 

Average Cost of Training Per Sales Person, June, page 25 

The Written Thank-You: Power Sales Tool, Joe Greenslade, June, page 28 
Cure Sagging Sales with On-the-Job Coaching, Henry Holtzman, July, page 17 
Take Time to Fact-Find, Henry Holtzman, August, page 12 

Average Cost of Sales Training Per Salesperson, August, page 17 


No. 1 Problem in Sales Force Management: Utilization of Time and Planned 
Sales Effort, August, page 18 


More Calls Equal More Sales, August, page 24 

Tact Will Help You Collect Those Overdue Accounts, Joseph Arkin, Sep- 
tember, page 6 

Six Points that Make the Collection Call More Effective, September, page 7 
The Best Customer Connection: A Sales Hotline, Henry Holtzman, October, 
page 12 


Sales Productivity: The Good, The Bad and The Ugly, Henry Holtzman, 
November, page 6 

Team Selling: An Update, Henry Holtzman, December, page 16 

TAXES 


What Form Should Your Business Take? Part I, Melvin H. Daskal, M.B.A., 
C.P.A., April, page 10 


What Form Should Your Business Take? Part II, Melvin H. Daskal, M.B.A., 
C.P.A.,May, page 10 


What Form Should Your Business Take? Part III: The Corporation’s Fringe 
Benefits, Melvin H. Daskal, June, page 18 


Sale of Your Home: A Tax Complication If You Have An Office There, 
June, page 28 


Tax Clinic, August, page 13 

Tax Clinic, September, page 15 

Tax Clinic, October, page 22 

Year-End Tax Planning for 1980, Melvin H. Daskal, November, page 8 
Sales Agent’s Personal Residence Was His Tax Home, December, page 20 


TRAVEL 

Curing Car-itis, January, page 10 

Your Rights in Cancelling Room Reservations, March, page 21 

Propane: An Alternative to High Price Gas?, May, page 8 

Regional Per Diem Selling Costs Index, June, page 25 

Your Rights When You Fly, September, page 4 

Comparative Sales and Living Costs in Five U.S. Areas, December, page 9 
Diesel Cars: How They’re Viewed by Fleet Owners, December, page 19 
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1980 
JANUARY 


Autos: Scaling Down for the 80s, page 4 

How America’s Mid-Sized and Compact Cars Measure Up, page 6 
MANA Tests the X, page 8 

Controlling Automobile Costs, page 9 

Curing Car-itis, page 10 

Key to Car Efficiency: Monitoring Miles Per Gallon, Louis Hohenstein, 
page 12 

Fel-Pro’s Dual Sales Controls, page 14 

Overcoming Postponement, Henry Holtman, page 16 

The Bankruptcy Act: How It Will Affect You, Alvin C. Greenwald, page 20 


FEBRUARY 
Bea*Con Sheds Light on How to Stage an Agency Trade Show, page 4 


At Byron Ellis Agency, in Des Plaines, Ill., the Accent’s on Service and 
Information, page 8 


Legislative Council: Strength Through Alliance, page 10 

The Mobile Telephone: It Helps Joe Greenslade Cut the Cord With His Office 
and Makes Him More Productive, Joe Greenslade, page 12 

Split Commissions, page 14 

MANA Takes to the Road with Exhibit Program, page 18 


MARCH 

How Owens-Corning Selects and Works With Manufacturers’ Agents, page 4 
How to Plan a More Effective Sales Meeting, page 8 

Something’s Wrong With the Old Marketing Formula, Henry Holtzman, 
page 12 

“Implied in This Relationship,” Thomas G. Armstrong, page 14 


Small Business Legislative Council: It Effectively Turns ‘‘Catch-Up”’ 
Growth Policy Into Action, page 16 


Agency Sales Index for 1979, page 18 
Your Rights in Cancelling Room Reservations, page 21 


APRIL 
Up to P.A.R. in Energy, page 4 


When Your Price Goes Up: Some Strategies to Keep Buyers From Bailing 
Out, page 8 

International Agents Meet in Paris, page 9 

What Form Should Your Business Take? , Melvin H. Daskal, M.B.A.,C.P.A., 
page 10 

National Small Business Association: Now You Can Help, page 16 
‘Inherent in This Relationship,’’ Thomas G. Armstrong, page 18 
Two-Tiered Marketing: New Life For an Old Idea, Henry Holtzman, page 20 
Good Agency Reporting Techniques Can Furnish Up-To-Date Market Intel- 
ligence, page 22 


MAY 

Checkmate: Your Spouse as an Asset in the Business, Kim Reed, page 4 
How Four Wives Contribute to the Success of Their Husband’s Business, 
page 6 

Propane, An Alternative to High Price Gas?, page 8 

Add Clout to Your Close, page 9 

What Form Should Your Business Take? , Melvin H. Daskal, M.B.A.,C.P.A., 
page 10 

Your Key to More Sales, Henry Holtzman, page 13 

How to Find Manufacturers’ Agents and Agency Salesmen, page 16 


It’s a Business Venture for Mutual Profit: Part III on the Principal-Agent 
Relationship, Thomas G. Armstrong, page 22 


JUNE 

Casting Success in Cement, page 4 

When You Sell Your Business, You May Have Sold Your Name Along With 
It, page 9 

Legislative Council Gives Positions on 15 Important Small Business Issues, 
page 12 

New Jersey’s TMC Agency Puts the POP into Audio Sales, page 14 
Inflation: Its Causes and Very Difficult Cures, Haig Babian, page 15 

Fifty Summer Sales Idea Stimulators, William J. Tobin, page 16 
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Part III: What Form Should Your Business Take? The Corporation’s Fringe 
Benefits, Melvin H. Daskal, page 18 


Ten Ways to Lose Accounts with Poor Service, Henry Holtzman, page 22 
The Difference Makes the Sale, page 23 

Average Cost of Training Per Sales Person, page 25 

Regional Per Diem Selling Costs Index, page 25 

High Interest Rates and Inflation, page 25 

The Written Thank-You: Power Sales Tool, Joe Greenslade, page 28 

Sale of Your Home: A Tax Complication If You Have an Office There, 
page 28 


JULY 

How Agents are Finding the Economy, page 4. 

The Role of the Agent in the Tile Industry, Leonard H. Shockley, page 11 
Book Review: Getting Going as an Agent, page 13 


**Salesman’s Protection’’ Act: Narrow Interest Legislation That Would Im- 
pact on All Agents, Bruce P. Anderson, page 16 


Cure Sagging Sales with On-the-Job Coaching, Henry Holtzman, page 17 
Legislative Update, Senga Howat & Jerome Gulan, page 18 


AUGUST 

Pioneering New Products, Dorothy McMillan, page 4 

Use of Commercial Warehouses to Rise, Charles W. Glass, page 7 

The Proposed Standby Gas Rationing Plan: How It Would Work for Agents, 
page 8 . 

Statement of MANA Submitted to the House Energy and Power Subcom- 
mittee Holding Hearings on the Standby Gasoline Plan, page 1|1 


Take Time to Fact-Find, Henry Holtzman, page 12 
Tax Clinic, page 13 
Average Cost of Sales Training Per Salesperson, page 17 


No. 1 Problem in Sales Force Management: Utilization of Time and Planned 
Sales Effort, page 18 


More Calls Equal More Sales, page 24 


SEPTEMBER 
Your Rights When You Fly, page 4 
Tact Will Help You Collect Those Overdue Accounts, Joseph Arkin, page 6 


Six Points that Make the Collection Call More Effective, page 7 


Sterling Faucet Company Plugs a Sales Leak with Manufacturers’ Agents, 
Charles Horton, page 10 


Tax Clinic, page 15 
Five Reasons Why You Should Keep Advertising, Henry Holtzman, page 18 


OCTOBER 
Reach Out and Touch Someone —For Less, page 4 
Alternate Long Distance Access Areas for Selected U.S. Cities, page 7 


Agent Experience with the New Private Communication Services: It’s Mostly 
Good, page 8 


The Best Customer Connection: A Sales Hotline, Henry Holtzman, page 12 
Messages About the Medium, page 15 


How to Pian for the Cash Requirements of Your Business, Joseph Arkin, 
C.P.A., page 18 


Are Your Goals Scoring?, Robert D. Campbell, page 21 
Tax Clinic,, page 22 


NOVEMBER 


Shelley Tudor: She has beauty, brains and her own thriving agency business 
at the age of 25, page 4 

Sales Productivity, The Good, The Bad and The Ugly, Henry Holtzman, 
page 6 

Year-End Tax Planning for 1980, Melvin H. Daskal, page 8 

The American Dream Faces Bankruptcy, W.L. Walley, page i8 

Plant Visitation: Remmele Does It Right, page 24 


DECEMBER 

Giftware Agency: Every day of selling is a holiday for the MacLennans of Los 
Angeles, page 4 

Comparative Sales and Living Costs in Five U.S. Areas, page 9 

Planning for the Coming Economic Expansion, C. Louis Hohenstein, page 10 
Chicago Seminars a Hit, page 14 

Team Selling: An Update, Henry Holtzman, page 16 

Diesel Cars: How They’re Viewed by Fleet Owners, page 19 

Sales Agent’s Personal Residence Was His Tax Home, page 20 


1981 


ARTICLES BY SUBJECT 


AGENCY OPERATION 
How to Make the Most of Your Business Meetings, February, page 17 
Agency Mergers: Some That Worked/Some That Didn’t, July, page 4 
Agency Mergers: Droesch-Collins-Putnam: sales up, expenses down, July, 
page 4 
Agency Mergers: Lawyers, accountants slow consolidation plans for Stolten- 
berg and Ross, July, page 6 
Agency Mergers: Barone and Kraft leave themselves an escape valve —and a 
depressed industry makes them use it, July, page 7 
Agency Mergers: Togetherness increases volume, improves competition po- 
sition for Bruce Hicks and Bill Jamison, July, page 8 
Guidelines For Agency Mergers, July, page 9 
Warehousing: A Profitable Proposition? Part 1, November, page 4 
Warehousing: Herig’s Stocking Venture Becomes Key to Agency’s Growth, 
November, page 4 

* Warehousing: Wilson Maintains a $750,000 Inventory, November, page 5 
Warehousing: Sorrells Finds Best Service Sells the Most Product, November, 
page 6 ‘ 
Warehousing: K.H. Burner’s Warehouse An ‘Excellent Sales Aid,’ Novem- 
ber, page 9 
Warehousing: Selinger Discovers that Warehousing ‘Works Like a Charm,’ 
November, page 10 
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Warehouse Compensation for Agents, November, page 12 
Simplicity is the Key, November, page 25 
Warehousing, Part II —The Agent-Distributor, December, page 12 


AGENCY PROFILES 

Case History: Crane’s Cochrane Division and Its Representatives, January, 
page 4 

Temp-Plate Agents: They Give High Marks to Plant Visits, April, page 10 
What About the Next 25 Years? Frank Tylinski Looks Ahead, July, page 10 
Agency Profile: Midwest Agency Just Keeps on Truckin’, September, page 4 
Santa Ciaus is Alive and Well in Phoenix, December, page 5 


AGENT/MANUFACTURER RELATIONSHIP 

Case History: Crane’s Cochrane Division and Its Representatives, How 
Continuity Helps the Agent-Principal Relationship, January, page 4 
Drawing Up an Agreement with your Foreign Representative, March, page 14 
Manufacturers: How You Can Help Your Distributors Sell Your Products, 
December, page 17 

The Professional Manufacturers’ Agents: MANA Members Earn High In- 
dustry Honors for Outstanding Sales Performance, December, page 18 
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AUTOS 

States to Seek Public Comment on Standby Gas Rationing Plan, March, 
page 25 

The IRS on Car Damage, August, page 11 

Auto Topics, August, page 21 

Better Tax Breaks for Business Cars, November, page 28 

State Gas Taxes Up, November, page 28 


BUSINESS —GENERAL 

What Business Can Expect from Reagan and the New Congress, January, 
page 12 

States to Seek Public Comment on Standby Gas Rationing Plan, March, 
page 25 

Salesmen’s Unique Skills Needed to Resell The Concept of Free Enterprise, 
E. Mandell de Windt, July, page 14 

A Raging ‘Rep’idemic, Thayer C. Taylor, September. page 15 

Burnout: How to Stop It Before It Stops You, December, page 9 


BUSINESS AND DATA PROCESSING SYSTEMS 

Local Service Bureau or Time-Sharing: Answer tec Your Computer Needs?, 
John D. Caley, June, page 5 

A Remote Service Bureau That Specializes in Agencies —and Works 
Through the Mail, June, page 8 

The In-House Agency Computer: Where to Start, Eugene R. Stanley, June, 
page 9 

A Used Computer? Some Tips, June, page 11 

Agency Experiences With Computers: A System that Will Do Both Data and 
Word Processing, June, page 12 

Developing Software for the Warehousing Agency, June, page 13 

The Importance of Indexing, June, page 14 

Filling a Need for Instant Information, June, page 30 


COMMUNICATIONS 
How to Cut Your Phone Bill by 30%, August, page 16 
WATS Up? Higher Phone Charges, September, page 33 


EMPLOYEE RELATIONS 

Compensation and Incentive Survey of the Multi-Man Sales Agency, Feb- 
ruary, page 4 

How to Get Quick Relief from Competition by an Ex-Employee, February, 
page 7 

Employee Benefits: A Checklist, Arthur A. Finkle, March, page 22 

An Agency’s Salespeople Need an Ongoing Training Program, Gerhard 
Gschwandtner, May, page 10 

Ex-Employees: When They Can, Cannot Use Customer Lists, May, page 18 

Don’t Hire A Compensation Claim, Joseph Arkin, M.B.A., October, page 16 


FINANCE 
Selling Up the Price for Selling Out, April, page 20 


GOVERNMENT AFFAIRS 

What Business Can Expect from Reagan and the New Congress, January, 
page 12 

Jim Gibbons Named to White House Regulations Task Force, February, 
page 7 

The Small Business Legislative Council: Goals for the New Year, February, 
page 18 

States to Seek Public Comment on Standby Gas Rationing Plan, March, 
page 25 

Small Business Legislation Council Gears Up for Action in 1981, April, 
page 14 

Independent Contractor Issue Comes Alive in the 97th Congress, April, 
page 28 

The Nation Needs a Tax Equity Bill for Small Business, Senator Lowell P. 
Weicker Jr., May, page 29 

Jim Gibbons’ Testimony on the Sales Representatives Protection Act, Au- 
gust, page 12 

Tax Bill is Your Fight, Too: Write Your Congressman, August, page 14 


INSURANCE 

Employee Benefits: A Checklist, Arthur A. Finkle, March, page 22 

When Disaster Strikes, August, page 4 

Smoke and Water in Pittsburgh, August, page 7 

Burnout in Los Angeles, Ralph Littrell, August, page 9 

Insurance for Valuable Papers, Joseph Arkin, August, page 10 

Don’t Hire A Compensation Claim, Joseph Arkin, M.B.A., October, page 16 
Is The Agent or Manufacturer Responsible for Goods?, November, page 11 
Is Your Inventory Insured for Its Increased Value?, November, page 13 


INTERNATIONAL TRADE 

MANA’s Mission to China, James J. Gibbons, March, page 6 

Chinese Problem: How to Market in the USA, March, page 9 

Talking Truck Parts and Teaching Machines in the Far East, March, page 10 
A Sales Agent’s Canadian Connection, March, page 11 

Selling Around the World, March, page 12 

Drawing Up an Agreement with your Foreign Representative, March, page 14 
Government Services Available in Foreign Trade, March, page 15 
Singapore: Increasingly Important in Foreign Trade, March, page 16 
U.S. Commerce Program Helps You Get Distribution Overseas, July, page 22 


LEGAL MATTERS 

Some Courts Say Taxpayers Needn’t Cooperate With Measurement, 
January, page 23 

Why Should the IRS Be an Heir to Your Business, April, page 12 

The Internal Revenue Service May Have to Pay for Your Lawyer, April, 
page 13 

Ex-Employees: When They Can, Cannot Use Customer Lists, May, page 18 


MARKETING 

20 Ways to Make Manufacturers’ Literature Pay Off, Herbert F. Holtje, 
March, page 18 

National Specialty Makes a Case for Quality Presentation, May, page 4 


Maximizing Prospecting Efficiency Through Direct Mail, Bodo von der 
Wense, September, page 18 


Trade Shows: They Grow in Number and Size and Are Now a Force in 
Regional Marketing, October, page 4 


Agents In Trade Shows: Corbett-Smith Company, October, page 6 
Agents In Trade Shows: Glenn M. Stevenson Company, October, page 7 
Agents In Trade Shows: R.H. Sturdy Company, Inc., October, page 8 


Manufacturers in Trade Shows: Rein Leitzke Division of Medalist Indus- 
tries, October, page 9 


Turning Trade Show Contacts Into Sales, Allen Konopacki, October, page 10 
Trade Shows: Dealing Effectively With Exhibit Visitors, October, page 12 
Trade Shows: Renewing Ties With Your Customers, October, page 12 


MANUFACTURER PROFILES 

Case History: Crane’s Cochrane Division and Its Representatives, January, 
page 4 

Plant Visitations Help Keep Temp-Plate No. 1, April, page 4 

National Specialty Makes a Case for Quality Presentations, May, page 4 
Reliance Relies on Agents to Market Important New Product, September, 
page 12 


MANUFACTURERS’ AGENTS NATIONAL ASSOCIATION 

Jim Gibbons Named to White House Regulations Task Force, February, 
page 7 

MANA’s Mission to China, James J. Gibbons, March, page 6 

1981 MANA Directory Supplement, November, page S-1 


SALES/SALES TRAINING 


Ask the Agent: Harry Bell, How Do You Go Back To The Prospect Who Has 
Said No?, January, page 11 


Five Ideas . . . to keep you gentle on their minds . . ., January, page 17 
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Debunking the Myths of Women Competitors, Henry Holtzman, February, 
page 20 

To Improve Training, Encourage Questions, February, page 28 

Buyers See Better Than They Hear, May, page 6 

An Agency’s Salespeople Need an Ongoing Training Program, Gerhard 
Gschwandtner, May, page 10 

Your Own Photography Can Be a Valuable Selling Aid, Stephen R. Garfield, 
May, page 14 

Eleven Steps to Better Sales Presentations, William S. Tobin, May, page 16 
The State of the Art, Henry Holtzman, June, page 16 

Teaching Technical Types to Sell, June, page 29 

Four Classic Steps to Selling, Henry Holtzman, July, page 18 

**Hate to Give You the Bad News . . .,”” August. page 14 

How to Avoid a ‘Routine’ Call, August, page 18 

Getting the Prospect Into the Act, August, page 19 

Selling the Right Man, Henry Holtzman, September, page 8 

Why Sales People Don’t Stay Organized, Henry Holtzman, October, page 14 
Managers Need Early Input By Salespeople, December, page 24 


SURVEYS 

Compensation and Incentive Survey of the Multi-Man Agency, February, 
page 4 

Average Cost to Close an Industrial Sale: $589.18, June, page 22 

Average 4.3 Sales Calls Needed to Close an Industrial Sale, June, page 23 
Number of Calls to Close a Sale Varies by Method of Distribution, June, 
page 23 

Runzheimer Living Cost Differentials for 15 Cities, February, June, page 28 
$6.63: That’s the cost of dictating and transcribing a business letter in 1981, 
July, page 20 

MANA’s 1981 Survey of Sales Commissions, November, page 16 


TAXES 

Random Selection by Internal Revenue May Trigger an Audit, February, 
page 27 

There’s a 5% Negligence Penalty for Deductions You Can’t Support, Feb- 
ruary, page 27 

Taxes: Choice of a Company Stock Ownership Plan is Important, March, 
page 25 

Why Should the IRS Be an Heir to Your Business? April, page 12 

The Internal Revenue Service May Have to Pay for Your Lawyer, April, 
page 13 

Tax Credits: How They Help You Reduce Your Obligation to the IRS, April, 
page 16 

Selling Up the Price for Selling Out, April, page 20 

Taxes, Currency Transportation Reports, April, page 24 

IRS Audits: There Were More in 1980, May, page 18 


The Nation Needs a Tax Equity Bill for Small Business, Senator Lowell P. 
Weicker Jr., May, page 29 


Don’t Provoke a Tough Tax Audit, Joseph Arkin, September, page 11 
Tax Clinic, October, page 15 


Lower Taxes Starting This Month: What They Mean For Individuals and 
Business, October, page 18 


A Tax Cut For All Americans, Richard L. Lesher, October, page 26 
Year-End Tips for Saving on Income Taxes, C. Louis Hohenstein, November, 
page 18 

Better Tax Breaks for Busine:s Cars, November, page 28 

State Gas Taxes Up, November, page 28 

Tax Changes Make Sub S More Attractive, November, page 29 

Reagan Favors Easing of Home Office Deductions, December, page 25 


TRAVEL 
Hotels Could be Hazardous to Your Health, R.H. Kauffman, February, page 8 


ARTICLES BY MONTH AND TITLE 


1981 

JANUARY 

Case History: Crane’s Cochrane Division and Its Representatives, How 
Continuity Helps the Agent-Principal Relationship, page 4 

Ask the Agent: Harry Bell, How Do You Go Back To The Prospect Who Has 
Said No?, page |! 

What Business Can Expect from Reagan and the New Congress, page 12 
Five Ideas . . . to keep you gentle on their minds . . ., page 17 

Some Courts Say Taxpayers Needn’t Cooperate With Measurement, page 23 


FEBRUARY 

Compensation and Incentive Survey of the Multi-Man Sales Agency, page 4 
Jim Gibbons Named to White House Regulations Task Force, page 4 
How to Get Quick Relief from Competition by an Ex-Employee, page 4 
Hotels Could be Hazardous to Your Health, R.H. Kauffman, page 8 

How to Make the Most of Your Business Meetings, page 17 

The Small Business Legislative Council: Goals for the New Year, page 18 
Debunking the Myths of Women Competitors, Henry Holtzman, page 20 
Random Selection by Internal Revenue May Trigger an Audit, page 27 
There’s a 5% Negligence Penalty for Deductions You Can’t Support, page 27 
To Improve Training, Encourage Questions, page 28 


MARCH 
MANA’s Mission to China, James J. Gibbons, page 6 
. Chinese Problem: How to Market in the USA, page 9 
Talking Truck Parts and Teaching Machines in the Far East, page 10 
A Sales Agent’s Canadian Connection, page |1 
Selling Around the World, page 12 
Drawing Up an Agreement with your Foreign Representative, page 14 
Government Services Availabie in Foreign Trade, page 15 
Singapore: Increasingly Important in Foreign Trade, page 16 
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20 Ways to Make Manufacturers’ Literature Pay Off, Herbert F. Holtje, 
page 18 

Employee Benefits: A Checklist, Arthur A. Finkle, page 22 

Taxes: Choice of a Company Stock Ownership Plan is Important, page 25 
States to Seek Public Comment on Standby Gas Rationing Plan, page 25 


APRIL 

Plant Visitations Help Keep Temp-Plate No. 1, page 4 

Temp-Plate Agents: They Give High Marks to Plant Visits, page 10 

Why Should the IKS Be an Heir to Your Business, page 12 

The Internal Revenue Service May Have to Pay for Your Lawyer, page 13 

Small Business Legislative Council Gears Up for Action in 1981, page 14 

Tax Credits: How They Help You Reduce Your Obligation to the IRS, 
page 16 

Selling up the Price for Selling Out, page 20 

Taxes, Currency, Transportation Reports, page 24 

Independent Contractor Issue Comes Alive in the 97th Congress, page 28 


MAY 

National Specialty Makes a Case for Quality Presentations, page 4 
Buyers See Better Than They Hear, page 6 

An Agency’s Salespeople Need an Ongoing Training Program, Gerhard 
Gschwandtner, page 14 

Your Own Photography Can Be a Valuable Selling Aid, Stephen R. Garfield, 
page 14 

Eleven Steps to Better Sales Presentations, William S. Tobin, page 16 
Ex-Employees: When They C2u, Cannot Use Customer Lists, page 18 
IRS Audits: There Were More in 1980, page 18 

Sales Managers: Second Highest Paid People in Middle Management, page 22 
The Nation Needs a Tax Equ ty Bill for Small Business, Senator Lowell P. 
Weicker, Jr., page 29 
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JUNE 


Local Service Bureau or Time-Sharing: Answer to Your Computer Needs?, 
John D. Caley, page 5 


A Remote Service Bureau That Specializes in Agencies—and Works 
Through the Mail, page 8 

The In-House Agency Computer: Where to Start, Eugene R. Stanley, page 9 
A Used Computer? Some Tips, page 11 


Agency Experiences With Computers: A System that Will Do Both Data and 
Word Processing, page 12 


Developing Software for the Warehousing Agency, page 13 

The Importance of Indexing, page 14 

The State of the Art, Henry Holtzman, page 16 

Average Cost to Close an Industrial Sale: $589.18, page 22 

Average 4.3 Sales Calls Needed to Close an Industrial Sale, page 23 
Number of Calls to Close a Sale Varies by Method of Distribution, page 23 
Runzheimer Living Cost Differentials for 15 Cities, February 1981, page 28 
Teaching Technical Types to Sell, page 29 

Filling a Need for Instant Information, page 30 


JULY 
Agency Mergers: Some That Worked/Some That Didn’t, page 4 
Agency Mergers: Droesch-Collins-Putnam: Sales up, Expenses down, page 4 


Agency Mergers: Lawyers, accountants slow consolidation plans for Stolten- 
berg and Ross, page 6 


Agency Mergers: Barone and Kraft leave themselves an escape valve —and a 
depressed industry makes them use it, page 7 


Agency Mergers: Togetherness increases volume, improves competitive posi- 
tion for Bruce Hicks and Bill Jamison, page 8 

Guidelines For Agency Mergers, page 9 

What About the Next 25 Years? Frank Tylinski Looks Ahead, page 10 


Salesmen’s Unique Skills Needed to Resell The Concept of Free Enter- 
prise, Mandell de Windt, page 14 


Four Classic Steps to Selling. Henry Holtzman, page 18 

$6.63: That’s the cost of dictating and transcribing a business letter in 1981, 
page 20 

U.S. Commerce Program Helps You Get Distribution Overseas, page 22 


AUGUST 

When Disaster Strikes, page 4 

Smoke and Water in Pittsburgh, page 7 

Burnout in Los Angeles, Ralph Littrell, page 9 

Insurance for Valuable Papers, Joseph Arkin, page 10 

The IRS on Car Damage, page 11 

Jim Gibbons’ Testimony on the Sales Representatives Protection Act, page 12 
Tax Bill is Your Fight, Too; Write Your Congressman, page 14 
‘**Hate to Give You the Bad News . . .,”” page 14 

How to Avoid a ‘Routine’ Call, page 18 

Getting the Prospect Into the Act, page 19 

Auto Topics, page 21 


SEPTEMBER 

Agency Profile: Midwest Agency Just Keeps on Truckin’, page 4 
Selling The Right Man, Henry Holtzman, page 8 

Don’t Provoke a Tough Tax Audit, Joseph Arkin, page 11 


Reliance Relies on Agents to Market Important New Product, page 12 
A Raging ‘Rep’idemic, Thayer C. Taylor, page 15 


Prospecting Efficiency Through Direct Mail, Bodo von der 
Wense, page 18 


WATS Up? Higher Phone Charges, page 33 


OCTOBER 

Trade Shows: They Grow in Number and Size and Are Now a Force in 
Regional Marketing, page 4 

Agents In Trade Shows: Corbett-Smith Company, page 6 

Agents In Trade Shows: Glenn M. Stevenson Company, page 7 

Agents In Trade Shows: R.H. Sturdy Company, Inc., page 8 


Manufacturers In Trade Shows: Rein Leitzke Division of Medalist Indus- 
tries, page 9 


Turning Trade Show Contacts Into Sales, Allen Konopacki, page 10 
Trade Shows: Dealing Effectively With Exhibit Visitors, page 12 
Trade Shows: Renewing Ties With Your Customers, page 12 

Why Sales People Don’t Stay Organized, Henry Holtzman, page 14 
Tax Clinic, page 15 

Don’t Hire A Compensation Claim, Joseph Arkin, M.B.A., page 16 


Lower Taxes Starting This Month: What They Mean For Individuals and 
Business, page 18 


A Tax Cut For All Americans, Richard L. Lesher, page 26 


NOVEMBER 

Warehousing: A Profitable Proposition? Part I, page 4 

Warehousing: Herig’s Stocking Venture Becomes Key to Agency’s Growth, 
page 4 

Warehousing: Wilson Maintains a $750,000 Inventory, page 5 
Warehousing: Sorrells Finds Best Service Sells the Most Product, page 6 
Warehousing: K.H. Burner’s Warehouse An ‘Excellent Sales Aid,’ page 9 
Warehousing: Selinger Discovers that Warehousing ‘Works Like A Charm,” 
page 10 

Is The Agent or Manufacturer Responsible for Goods?, page 11 
Warehouse Compensation for Agents, page 12 

Is Your Inventory Insured for Its Increased Value?, page 13 

MANA’s 1981 Survey of Sales Commissions, page 16 

Year-End Tips for Saving on Income Taxes, C. Louis Hohenstein, page 18 
Simplicity is the Key, page 25 

Better Tax Breaks for Business Cars, page 28 

State Gas Taxes Up, page 28 

Tax Changes Make Sub S More Attractive, page 29 

1981 MANA Directory Supplement, page S-1 


DECEMBER 

Santa Claus is Alive and Well in Phoenix, page 4 

Burnout: How te Stop It Before It Stops You, page 9 

Warehousing Part I] —The Agent-Distributor, page 12 

Manufacturers: How You Can Help Your Distributors Sell Your Products, 
page 17 

The Professional Manufacturers’ Agents: MANA Members Earn High 
Indust: , Honors for Outstanding Sales Performance, page 18 

Managers Need Early Input by Salespeople, page 24 

Reagan Favors Easing of Home Office Deductions, page 25 
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Editor’s note: The Agency Sales Index is provided as a 
service to our readers, and will be updated annually in 
the March issue. Use the Subject and Month and Title 
listings as convenient references to your back issues of 
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